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100 Accident and Health Insurance 


Crisis! Long-term Nursing Care 
(Part Two) Ballew, January 
Disability Income: Prospects Don’t 
Buy What They Don’t Understand 
Eusebio, January 
Crisis! Long-term Nursing Care 
(conclusion) Ballew, February 
Disturbing Questions for DI Prospects 
Eusebio, February 
Just what kind of agent does 
your client have? Eusebio, March 
Check Out Your Walk-In Medical 
Care Center Meyer, March 
A Payroll Deduction Primer 
Eusebio, April 
Disability Underwriting—It’s Different! 
Eusebio, May 
Selling Long Term Care Insurance 
House, May 
Analyzing Individual Needs for D.I. 
Schlattman, May 
Looking for a market? Write a letter! 
Eusebio, June 
Disability Income: The NOW Product 
of the Future Harrison-Smith, June 
Recognizing Disability Income Prospects 
Eusebio, July 
Disability Sales Approaches and 
Tax Treatment Loridon, July 
DI: Packaging is where it’s at! 
Martin, July 
Long-Term Care and the Elderly 
Treglia-Hess, July 
The Profit Potential of Disability Income 
Wernecke, July 
A Close Look at Medicare 
Ballew, August 
How to Save a Buck on Disability 
Insurance Eusebio, August 
Medicare Part B—Medical Insurance 
Ballew, September 
Solving Corporate Problems with 
Disability Income Eusebio, September 


JANUARY, 1989 


Medicare Supplement Policies 
Ballew, October 
Selling D.1. with Seminars (Part One) 
Dashner, October 
Gains, Losses and Gambles 
Eusebio, October 
Opening Doors with Long-Term Care 
Restalrig-Logan, October 
The Changes in Medicare 
Ballew, November 
First Things First! Bogus, November 
Selling D.1. With Seminars (Part Two) 
Dashner, November 
Keep the Horse in Front of the Cart 
Fusebio, November 
What does the future hold for Medicare 
Supplement Insurance? Ballew, December 
Selling D.I. With Seminars (Conclusion) 
Dashner, December 
Delivering Non-Standard Disability 
Policies Kusebio, December 


400 Advertising/ 
Public Relations 


An Untreated “Shot in the Foot”: 
Whole Life and TRA 86 Tepatti, January 
How’s your prestige these days? 
Rogers, August 
Does your office enhance your image? 
Meyer, October 


500 Agency 


“Where have the salesmen and 
saleswomen gone?” Gumphrey, June 


600 Agent as a 


Businessperson 


Three Ways to Accumulate Prospects 
Camp, March 
Selling the Need to Save Money—NOW! 
Godfroy, April 
The Basis for Winning: Self-Motivation 
Huffstetler, April 
Will anyone make house calls in 


the 1990s? Wiles, July 


You're a retail businessowner . . . 
so act like one! Ohrman, September 
Working with Brokerage Agencies 

Kline, November 


700 Annuities 
Selling “Split Annuities” to Older Clients 
bers, February 


Risk Capital Investment, Life Insurance 
and Annuities Ware, October 


1400 Business Insurance 
(Not Employee Benefits) 

Approaching Businesses for Financial 
Planning Morrow, January 
Creative Prospecting Systems 

Hamilton, November 
Getting Into Business Insurance Markets 
(Part One) Rudzinski, November 
Getting Into Business Insurance Markets 
(Part Two) Rudzinski, December 


1450 Buy/Sell 


Insurance “:ructured Buy/Sell 


Arrangements Ware, January 


Ballew, July 


Selling Partnership Insurance 
1600 Charity (Foundations, Gifts, 
Bequests) 

Using the Charitable Remainder Unit 
Trust in Estate Planning 

Black, November 
1850 Compensation 
The Profit Potential of Disability Income 

Wernecke, July 

1900 Competition 
High-tech and no-touch: Is person-to- 
person selling obsolete? Ocechsli, August 
2000 Computers 


Cafeteria Plans: A Growing Attraction 
for Small Businesses Berkowitz, May 


Computer Counterpoints 
Fisher, September 
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2150 Direct Mail 


The High Cost of One-Shot Calls 
Hostetler, December 


2250 Economics 
Client: “Should I invest in gold?” 
Agent: “Let’s look at your insuraice 
program first.” Meyer, January 
Check Out Your Walk-In Medical 
Care Center Meyer, March 
What if economic pessimists are rigit? 
Meyer, April 
Check Out the Retirement Market 
Johnson, May 
Money in the Credit Union: How Safe? 
Meyer, May 
An Update on Mortgage Insurance 
Meyer, July 
Family Financial Planning— Another 
“New Era” Sloan, July 
Small Claims Court: Some of the whys 
and wherefores Meyer, September 
Gains, Losses and Gambles 
Eusebio, October 
First Things First! Bogus, November 
Keep the Horse in Front of the Cart 
Fusebio, November 


2300 Education Funding 


Help Your Clients Meet College Costs 
Ballew, May 


2400 Employee Benefits and 
Executive Compensation 


Cafeteria Plans: A Growing Attraction 

for Small Businesses Berkowitz, May 

Mass Prospecting With Payroll Deduction 
Cashman, October 


2500 Estate Planning 


Wills Help Sell Life Insurance (Part One) 
Ware, February 
Wills Help Sell Life Insurance (conclusion) 
Ware, March 
Is Section 6166 good for farm 
estate planning? Ware, April 
Getting Into Estate Planning: How to 
Create Your Own Data-Gathering Form 
Ware, May 
Discourage Clients from Drawing Their 
Own Wills Meyer, June 
Getting Into Estate Planning: How to 
Gather Data Ware, June 
Getting Into Estate Planning: Asking 
Questions and Answering Objections 
Ware, July 
Getting Into Estate Planning: Life Sales 
in the Under-$600,000 Estates 
Ware, August 
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Getting Into Estate Planning: Life 
Insurance in the Larger Estates 
Ware, September 


Using the Charitable Remainder Unit 
Trust in Estate Planning Black, November 


The Best-Kept Secret Ware, December 


2750 Financial Consulting 


How to Organize, Promote and Hold 
Successful Seminars Sterne, April 


2900 General Insurance 
Our Four Methods of Prospecting 
Austin, October 


Business and Professional Women: A well- 
defined market Connor, October 


3200 Government Benefits 
Crisis! Long-term Nursing Care 
(Part Two) Ballew, January 
Crisis! Long-term Nursing Care 
(conclusion) Ballew, February 
Selling Long Term Care Insurance 
House, May 
Long-Term Care and the Elderly 
Treglia-Hess, July 
A Close Look at Medicare Ballew, August 
Medicare Part B—Medical Insurance 
Ballew, September 
Medicare Supplement Policies 
Ballew, October 
The Changes in Medicare 
Ballew, November 


What does the future hold for Medicare 
Supplement Insurance? Ballew, December 


3300 Group Insurance 


How can we lower group health 
premiums? Sell “Plan B"! Hostetler, March 


Small Group Plans: The Springboard to 
Additional Sales Johnson, March 


Working the Rural Association Group 
Market Lesley, Edwards, Freeman, March 


Open the Door with Group Insurance 
Turell, November 


3490 Individual Retirement Account 
(IRA) 


How to Change IRA Plan Custodians 
Hein, May 


3900 Interview Techniques 


Disability Income: Prospects Don’t Buy 
What They Don’t Understand 
Fusebio, January 


“What's In It For Me?” Ley, January 
How to Treat Women Prospects (If you 
want to sell insurance to them!) 
Martin, January 
Disturbing Questions for DI Prospects 
Kusebio, February 


“What's In It For Me?” Answering the 
prospect's silent questions (conclusion) 
Ley, February 
Universal Life and the Ratchet Effect 
Parry, February 
It IS a New Age of Selling 
Ocechshi, March 
How high do you WANT to fly? 
Gibbens, April 
The Family Market-—Selling is Counseling 
Kurz, April 
Help Your Clients Meet College Costs 
Ballew, May 
Analyzing Individual Needs for D.I. 
Schlattman, May 
Getting Into Estate Planning: How to 
Create Your Own Data-Gathering Form 
Ware, May 
The Basics I Follow Angel, June 
Let’s Get Back to Selling Family Needs 
Ballew, June 
Permanent Life Insurance: The Heart of 
Financial Planning Castiglione, June 
Disability Income: The NOW Product 
of the Future Harnison-Smith, June 
Getting Into Estate Planning: How to 
Gather Data Ware, June 
Prospecting, Sales and Service On the 
Debit Hawkins, Taylor, Smith, Crews, July 
Getting Into Estate Planning: Asking 
Questions and Answering Objections 
Ware, July 
Answering Typical Questions 
Fakharzadeh, August 
Turning Replacement Problems Into 
Opportunities Goodie, August 
Love doesn’t pay the bills! 
Gordon, August 
Closing the Sale Before You Open It! 
(Part One) Robbins, August 
Getting Into Estate Planning: Life Sales in 
the Under-$600,000 Estates Ware, August 
Emotion Buys; Logic Justifies 
Ley, September 
Closing the Sale Before You Open It! 
(Conclusion) Robbins, September 
Getting Into Estate Planning: Life 
Insurance in the Larger Estates 
Ware, September 
Objections? What Objections? 
A. Friedman, December 
Our “Meat and Vegetables” Presentation 
Adams, December 
The Key to Sales: Asking the Right 
Questions S. Friedman, December 
Answering Objections in Your 
Telephone Approach Shields, December 


4000 Investments 


Client: “Should I invest in gold?” 
Agent: “Let's look at your insurance 
program first.” Meyer, January 


Rough Notes’ INSURANCE SALES 





Risk Capital Investment, Life Insurance 
and Annuities Ware, October 


4300 Key Person 


Solving Corporate Problems with 
Disability Income Eusebio, September 


4400 Life Insurance 


Permanent Life Insurance: The Heart 
of Financial Planning Castiglione, June 


4450 Life Insurance— 
Special Contracts 


Three Sales Ideas Using Universal Life 
January 
Variable Life Sales Opportunities 
Adler, February 
Interest Sensitive Whole Life 
Ballew, February 
Universal Life and the Ratchet Effect 
Parry, February 
SPWL: Let's start selling its 
standard features! Florenz, March 
Older people are great prospects! 
Lindsey, April 
Our “Meat and Vegetables” Presentation 
Adams, December 


4600 Mass Marketing 
Insurance Marketing: Seniors are the 
Best Policy! Kramer, March 
A Payroll Deduction Primer 

Exusebio, April 
High-tech and no-touch: Is person- 
to-person selling obsolete?  Occhsli, August 


Mass Prospecting With Payroll Deduction 
Cashman, October 


4900 Mortgage/Rent Insurance 
The “Growth” Sale: Mortgage 
Protection Insurance Tait, February 


An Update on Mortgage Insurance 
Meyer, July 


5000 Motivation/Inspiration/ 
Power Phrases 


“Here’s What Works For Me!” (part one) 
Venuti, January 
How to Pre-Sell Your Products 
Bortell, February 
Procrastination: Friend or Foe? 
Meyer, February 
“Here’s What Works” (conclusion) 
Venuti, February 
It IS a New Age of Selling 
Occhshi, March 
Sales Ideas from the All Stars 
Bradshaw, Pilch, Swartz, Henry, Reddy, 
Hendrickson, April 
The Common Denominator of Success 


Gray, April 
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The Basis for Winning: Self-Motivation 
Huffstetler, April 
Power Phrases That Sell Money 
Wong, May 
The Basics I Follow Angel, June 
“Where have the salesmen and 
saleswomen gone?” Gumphrey, June 
How I Build Agent/Client Relationships 
Williamson, June 
Ten Ideas for Better Selling Sofer, July 
Your Prospect’s Emotions: Desire for Gain 
vs. Fear of Loss Sweeney, July 
Love doesn’t pay the bills! Gordon, August 
High Tech, High Touch, High Tout! 
Leimberg, August 
A Self-Evaluation of Ethics 
Meyer, August 
People Buy Concepts, Not Ledger Sheets 
Wight, August 
Emotion Buys; Logic Justifies 
Ley, September 
Planning and Time Control 
McArdle, September 
Ragan, September 
Put Some Power In Your Prospecting 
Ocechsh, October 
You'll grow if you have a “Marketing 
Strategy” Meyer, November 
Objections? What Objections? 
A. Friedman, December 
The Key to Sales: Asking the Right 
Questions S. Friedman, December 


Time: Use it or lose it! 


5100 Office Operations 


Time for Work and Time for Play 
Levine, September 


5400 Pensions 


Why and How I Sell Pension Plans 
Nassau, April 


5600 Personal and Office 
Efficiency 
Three Sales Ideas Using Universal Life 
January 
Selling TDAs and SP Life Products 
Feldman, January 
“What's In It For Me?” Ley, January 
Approaching Businesses for Financial 
Planning Morrow, January 
“Here’s What Works For Me!” (part one) 
Venuti, January 
Variable Life Sales Opportunities 
Adler, February 
Selling “Split Annuities” to Older Clients 
Albers, February 


“What's In It For Me?” Answering the 
prospect's silent questions Ley, February 


Procrastination: Friend or Foe? 
Meyer, February 
The “Growth” Sale: Mortgage Protection 
Insurance Tait, February 
“Here’s What Works” (conclusion) 
Venuti, February 
Prospecting and Getting Appointments 
Ballew, March 
Three Ways to Accumulate Prospects 
Camp, March 
Just what kind of agent does your 
client have? Eusebio, March 
SPWL: Let's start selling its standard 
features! Florenz, March 
Small Grovp Plans: The Springboard 
to Additional Sales Johnson, March 
Insurance Marketing: Seniors Are the 
Best Policy! Kramer, March 
Working the Rural Association Group 
Market Lesley, Edwards, Freeman, March 
Why I Sell Lots of Term Phillips, March 
More Prospecting and Sales Tips 
Ballew, April 
Sales Ideas from the All Stars 
Bradshaw, Pilch, Swartz, Henry, Reddy, 
Hendrickson, April 
Selling the Need to Save Money—NOW! 
Godfroy, April 
The Common Denominator of Success 
Gray, April 
The Family Market—Selling is Counseling 
Kurz, April 
Older people are great prospects! 
Lindsey, April 
Why and How I Sell Pension Plans 
Nassau, April 
Rudzinski, May 
Let's Get Back to Selling Family Needs 
Ballew, June 
Prospecting, Sales and Service On 
the Debit (Part 1) 
Hawkins, Taylor, Smith, Crews, June 


Pension Maximization 


Getting Established in the Professional 
Market Ingersoll, June 
It All Begins With Family Needs 
Miller, June 
How I Build Agent/Client Relationships 
Williamson, June 
Selling Partnership Insurance 
Ballew, July 
Prospecting, Sales and Service On the 
Debit Hawkins, Taylor, Smith, Crews, July 
DI: Packaging is where it’s at! 
Martin, July 
Ten Ideas for Better Selling 
Sofer, July 
Your Prospect’s Emotions: Desire for Gain 
vs. Fear of Loss Sweeney, July 


Will anyone make house calls in 


the 1990s? Wiles, July 
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How to Save a Buck on Disability 
Insurance Eusebio, August 
Answering Typical Questions 
Fakharzadeh, August 
High Tech, High Touch, High Tout! 
Leimberg, August 
A Self-Evaluation of Ethics 
Meyer, August 
Closing the Sale Before You Open It! 
(Part One) Robbins, August 
People Buy Concepts, Not Ledger Sheets 
Wight, August 
Computer Counterpoints 
Fisher, September 
Time for Work and Time for Play 
Levine, September 
Planning and Time Control 
McArdle, September 
Small Claims Court: Some of the whys 
and wherefores Meyer, September 
You're a retail businessowner . . . 
so act like one! Ohrman, September 
Time: Use it or lose it! 
Ragan, September 
Closing the Sale Before You Open It! 
(Conclusion) Robbins, September 
A New Approach to Target Marketing 
Keller, October 
Does your office enhance your image? 
Meyer, October 
Working with Brokerage Agencies 
Kline, November 
You'll grow if you have a “Marketing 
Strategy” Meyer, November 
Getting Into Business Insurance Markets 
(Part One) Rudzinski, November 
Year-End Tax Planning that Leads 
to Sales Ware, November 
The High Cost of One-Shot Calls 
Hostetler, December 
How to Manage Your Records 
Meyer, December 
Getting Into Business Insurance Markets 
(Part Two) Rudzinski, December 


Answering Objections in Your 
Telephone Approach Shields, December 


6000 Prospecting 


How to Treat Women Prospects 
(If you want to sell insurance to them!) 
Martin, January 
How to Pre-Sell Your Products 
Bortell, February 
Prospecting and Getting Appointments 
Ballew, March 
More Prospecting and Sales Tips 
Ballew, April 
How high do you WANT to fly? 
Gibbens, April 
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What if economic pessimists are right? 
Meyer, April 
Looking for a market? Write a letter! 
Eusebio, June 
Getting Established in the Professional 
Market Ingersoll, June 
Recognizing Disability Income Prospects 
Eusebio, July 
How’s your prestige these days? 
Rogers, August 
Our Four Methods of Prospecting 
Austin, October 
Business and Professional Women: A well- 
defined market Connor, October 
A New Approach to Target Marketing 
Keller, October 
Put Some Power In Your Prospecting 
Ocechsli, October 
Opening Doors With Long-Term Care 
Restalrig-Logan, October 
Creative Prospecting Systems 
Hamilton, November 


Open the Door with Group Insurance 
Turell, November 


6350 Replacement 


Turning Replacement Problems Into 
Opportunities Goodie, August 


6400 Retirement Planning 


How to Change IRA Plan Custodians 
Hein, May 
Check Out the Retirement Market 
Johnson, May 
Money in the Credit Union: How Safe? 
Meyer, May 
Rudzinski, May 
Power Phrases That Sell Money 
Wong, May 


Pension Maximization 


TDAs vs. Life Insurance For 
Retirement Planning Tepatti, November 


6550 Seminars 
How to Organize, Promote and Hold 
Successful Seminars Sterne, April 


Selling D.1. With Seminars (Part One) 
Dashner, October 

Selling D.1. With Seminars (Part Two) 
Dashner, November 


Selling D.I. With Seminars (Conclusion) 
Dashner, December 


6800 Split Dollar 


A New Sizzle for Split Dollar 
Givner, Port September 


7000 S Corporations 


The ABCs of “S” Corporations 
Karlin, January 


7200 Substandard Insurance 


Delivering Non-Standard Disability 
Policies Eusebio, December 


7400 Taxes 


Selling TDAs and SP Life Products 
Feldman, January 
The ABCs of “S” Corporations 
Karlin, January 


An Untreated “Shot in the Foot”: 
Whole Life and TRA 86 Tepatti, January 


Insurance Structured Buy/Sell 
Arrangements Ware, January 
Is Section 6166 good for farm estate 
planning? Ware, April 
Disability Sales Approaches and Tax 
Treatment Loridon, July 
Family Financial Planning—Another 
“New Era” Sloan, July 
A New Sizzle for Split Dollar 

Givner, Port September 


TDAs vs. Life Insurance For 
Retirement Planning Tepatti, November 


Year-End Tax Planning that Leads 
to Sales Ware, November 


How to Manage Your Records 
Meyer, December 
7700 Term Insurance 


Why I Sell Lots of Term = Phillips, March 


8000 Trusts 


The Best-Kept Secret Ware, December 


8100 Underwriting 

How can we lower group health 

premiums? Sell “Plan B”! Hostetler, March 

Disability Underwriting—It's Different! 
Eusebio, May 

8500 Wills 


Wills Help Sell Life Insurance (Part One) 
Ware, February 


Wills Help Sell Life Insurance (conclusion) 
Ware, March 


Discourage Clients from Drawing Their 
Own Wills Meyer, June 


Items not listed by 
Information Retrieval System 


Insurance Industry Acronyms 
April 
Sixty-sixth Annual All Star Honor Roll 
April 
Ranking of Life Companies 
September 


Ranking of Fraternal Societies 
September 


1987 Health Insurance Statistics 
October 
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